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ENERGY STAR. The simple choice for energy efficiency.

| ENERGY STAR

What are Distributor-Focused Midstream Incentive

Programs?

« Downstream mail-in rebate programs for HYAC and water heaters are difficult to
administer and have high overhead & low patrticipation.

* Instead, target the wholesale distributor who provides an “instant rebate” to the
contractor, who passes that along to the customer.

* Most products are ENERGY STAR certified.

Plumber/
HVAC
Contractor

Residential

Distributor Customer

Midstream Downstream

Figure 1: HVAC and Water Heater Residential Incentive Program:
Shift from Downstream to Midstream
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Why Does ENERGY STAR Care About Midstream
Distributor Focused Incentive Programs?

Table 1: Participation Improvement for Distributor-Focused Residential Midstream Programs Compared to Downstream

Programs
. . Increase in Program
Efficiency Program Measure Incentive Amount Participation
efﬁcienmp ENERGY STAR Certified Heat ] X
750 423%° (PY1
(_MAIN Pump Water Heater (HPWH)? ? (PY1)
Efﬁc@.ﬂ.@y EMERGY STAR Certified HPWH? 5400 750%7 (PY1)
\lermont
EMNERGY STAR Certified HPWH? 5300 for gas;
i - ! 1000%19 (py2
EH_"EJETIEETL € T and Natural Gas Water Heaters® 5600 for HPWH ( )
A ) [
EMERGY STAR Certified Natural
450 to 5800 234% (PY2
Gas Boiler and Furnaces!! ? % (PY2)
EMERGY 5TAR Certified HPWH!Z 5100 for gas; Just began program in
Ener Tr,":ﬂ, and Matural Gas Water Heaters!? 5300 for HPWH? 2017

Order of magnitude increase in program participation!

EPA
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| ENERGY STAR

New Midstream Website Resource

* Results of other midstream
distributor focused programs.

%’l The simple choice for energy efficiency
° Why th eSe p rog ram S WO r k fo r ENERGY EFFICIENT ENERGY SAVINGS ENERGY EFFICIENT ENERGY STRATEGIES FOR

_ AEERm  products athome  new homes | buildings & plants
all parties.

ABOUT ENERGY STAR ~ PARTNER RESOURCES _ Q

Home » Certified Products » Retailers » Distributor-Focused Midstream Programs

° Best p ractl ces g ath e red fro m a Certified Products Your source for energy efficient product infoermation
i . All Centified Products ~~ Appliances | Lighting | Office Equipment ~ Electronics ~ Product Specifications Search
technical advisory group (TAG):

. . Distributor-Focused Midstream _ Distributor—Focuse_d Mids'greanj Programs: X
leading program implementers, | The Key to Unlocking Residential Water [ aailiae:
Heater and HVAC Savings Contact us at

m an Ufactu re rS ] an d owitons midstreamdistributor@energystar.gov

. . Astonishing Results Recently, energy efficiency program administrators have provided incentives up the 10 set up a call with ENERGY STAR

d I St rl b u to rS . ) supply channel 10 a “midstream” market actor — the wholesale distributor — resulting and the Technical Advisory Group.
Why it Works in sales doubling, and in some cases, increasing ten-fold for ENERGY STAR certified The group includes:

water heaters and HVAC. Click on the links below to be introduced to the basic

[ ] Ab i I ity to Set u p Cal I With TAG to Best Practices concepts behind distributer-focused midstream programs, review the remarkable = LS

Midstream Resources increases in program participation, understand why the programs are so successful, * CLEAResult
» Energize CT

an SWe r yO u r q u esti 0 n S . and review best practices gathered from program. S

» Energy Trust of Oregon
= NEEA

* SDGEE

* VEIC

www.energystar.gov/products/retailers/midstream_programs

EPA S



ENERGY STAR. The simple choice for energy efficiency.

ENERGY STAR

Midstream Office Hours

* Bring your questions for our experts to the Midstream Office
Hours session!

— Wednesday, October 25", 1:15-1:45pm
— Gold Coast, Level 3

EPA



energlze l Empowering you to make
CONNECTICUT N smart energy choices
//’

Connecticut Residential HVAC &
Water Heating Rebate Program

Gain Stream, Go Midstream! Distributor-Focused
Residential HVAC and Water Heating Incentives

Presented By: Jesus Pernia — Eversource Energy
October 24, 2017

EVERS=URCE |
ENERGY ﬁ‘ SCG CNG




Program Objectives
Increase market share of energy efficient
equipment sold and installed

Increase program participation and reduce rebate
breakage

Easy incentive/rebate redemption
Increase awareness and customer education

Increase stocking of energy efficient equipment
at Distributors/Retallers

Emergency replacements
Educate Contractors

energ ize
CONNECTICUT Q:T




HVAC & DHW Program Activity (Units)

Boilers’ Efficiency 2016 vs. 2017
2016: 55% (=90 - <94) 45%(>94)
2017: 20% (=290 - <94) 80%(>94)

1,002(1,008

664
869 408

2013 (MAIL-IN) 2014 (MIDSTREAM) 2015 (MIDSTREAM) 2016 (MIDSTREAM) 2017 YTD SEPTEMBER 2017 FORECAST YEAR-
(MIDSTREAM) END (MIDSTREAM)

B NG Boilers  ®m NG Furnaces » NG Water Heating  m Heat Pump Water Heater

ener |ze ar 1 Note: Between July 2016 & August 2017 NG Boiler, Furnace, and WH rebates were shutdown in SCG territory due to over

subscription.
CONNECT|CUT 2 Note: 2017 YTD (Midstream) mcIudes data through the month of September.




Ductless Heat Pumps - New Midstream in 2017(Units)

115% Lift

DUCTLESS HEAT PUMP

® 2016 (Mail-In) B 2017 YTD September (Midstream) 2017 Forecast Year-End (Midstream)

ener |Ze a ! Note: 2017 YTD (Midstream) includes data through the month of September.

CONNECT'CUT Source: Eversource and Ul (SCG, CNG) tracking system




CT HVAC+DWH Market Research
(Contractors)

How aware are Contractors that Energize CT offers instant How strong of a factor is the instant discount in a customer
discounts for ENERGY STAR high efficiency equipment? decision to proceed with HVAC equipment upgrades?
1% 2%

\

2% _

2%
m Very aware \‘ s Very Strong Factor
= Somewhat aware
= Somewhat unaware i,
= Not atallaware : ::: :Z“s:::jcwr

= Dan't know

How frequently do your customers proceed with your

recommendations to install high efficiency equipment? What are the most important factors your customers consider

when looking to upgrade their heating system?

2% i s Cost savings

= Energy savings

= Reduced energy bills
= All of the time u Long lifespan
= Most of the time = Low maintenance
= Some of the time = Instaliztion Time

= Ezse of operation

= Equipment Availability

= Other

= Dan't know

energize )
CONNE%TICUT ar




CT HVAC+DWH Market Research
(Distributors)

Are Distributors bundling manufacturers' rebates with How frequent do contractors proceed with your

Energize CT instant discounts to make the upgrade to high recommendation to install high efficiency equipmet?
efficiency equipment more attractive?

= All of the time

» Most of the time
u Yes

= Some of the time
= No

s Seldon

Most important factors your Contractors consider when
looking to upgrade their customers equipment?

= Cost savings

m Reduced energy bills
= Low maintenance

m Long lifespan

= [nstallation time

» Equipment availability

= Energy savings

m Easy of operation

energ ize
CONNECTICUT €:T

= Don'tknow




Customer Education & Marketing

ENERGY STAR® Natural Gas
Water Heater

Point of Purchase (POP) [Eisiitas
SAVE $450-5800

L] °
SPECIAL PRICING
ON SELECT

BIG SAVINGS
NATURALLY!

INSTANT DISCOUNT

300

ENERGY STAR®

ELECTRIC HEAT PUMP

WATER HEATERS
—1/1—.

Radio & Billboards NATURALLY!

= Educational webpages ot e 7000
o " MODELS REFLECTS
, e 0y |NSTANT D|SCOUNT ENERGIZE CONNECTICUT
s4-50 5750 PRICE OF PARTICIPATING TANT D,SCPUNT
INSTANT DISCOUNT MODELS REFLECTS e e
- ENERGIZE CONNECTICUT o

brochures & videos
FURNACE AND SERVICE TEAM
$800 ASK OUR SALES FOR DETAILS.
INSTANT DISCOUNT AND SERVICE TEAM

FOR DETAILS.

Geo-targeted ads
Targeted direct mall
Trade-allies training

N ->s
\% '

| ' energee CT
o~ ‘A /) . 5

ASK OUR SALES AND
SERVICE TEAM FOR DETAILS.

gr

EVERSSURCE @0 @0
o W

SPECIAL PRICING BROUGHT TO YOU B
energize c 7 P

RN e 6'!' Heat Pump

. Water Heaters Your Water

_ RepICIce save Heating Bill
Yours

o ,,”/ Get $600 off when you purchase one foday!
EnergizeCT.com e

Congratulations on your high efficiency
equipment purchase!
You are saving by making smart energy choices.

energ Ize
CONNECTICUT %T

Before it fails!




ONNECTICUT MID-STREAM PROGRAM -
DISTRIBUTOR PERSPECTIVE

2017 Energy Star Products Partner Meeting

October 23-25, 2017
Jen Ryan | Winsupply of Shelton



Mid-Stream Program Overview ==
» Utilities Publish Qualifying Products List With The Input of Distributors —B |
» New Programs Will Need 1 Progressive Distributor Who Puts Their Customers
First - The Rest Will Follow

» Distributor Reduces The Cost of Equipment At The Point of Sales and
Notates Rebates Given On Sales Receipt

» Distributor Submits Claims For Reimbursement Through Online Portal

Contractor Identifies Rebate Given On Homeowners Quote/Receipt/Bill

Utility Follows Up With Post Card To Keep Contractors Honest




Highlights & Successes

» Homeowner and Contractor Have To Do Nothing!

Upgrades

» Contractor Improves Success Ratio With Cost Saving Solutions For

Homeowner

» Free Huge Salesforce With Distributors and Contractors




Highlights & Successes

» Train, Train, Train!

» EnergizeCT Does Periodic Industry Wide Update Trainings & Communicates Updates
Throughout the Year Via Email

» After Hours Trainings At Our Location With EnergizeCT

» Face-To-Face At Our Sales Counter With Contractors

» Lunch & Learn Counter Days With EnergizeCT

» Weekly Email Newsletters

» On-Hold Phone Messaging




2017 ENERGY STAR’

PRODUCTS PARTNER MEETING =

Appliances | Electronics | HVAC | Lighting | Water Heaters

Howard Merson
Vermont Energy
Investment Corp.

Jake Marin
Efficiency Vermont

Vermont
EnergyInvestment
Corporation




VEIC’s Approach to Upstream /
Midstream

1. Project planning

2. Establish value proposition
3. Mapping the supply chain

4. Eligibility & Performance request
5. Data collection

6. VEIC SMIT RFI / planning sessions
/. Establish incentive levels

8. Administration / management fees
9.

Execute SMIT plans
10. PDA/ MOU




Return on Net Assets (RONA) =

Supply Chain’s Profit Model

Net Income

Inventory + Accounts Receivable — Accounts Payable

RONA driver Consideration

Increase gross

margin (GM), gross -
profit (GP) & - Energy-efficient products affect GM, GP, & NI

net income (NI)

Decrease inventory Collaborative sales & marketing

investment & - Intensive product & program training
increase turnover ] :

Incentives increase market demand
Accounts Receivable
(AR)

Accounts
Payable (AP)

Avg. AR collection 50 - 55 days; Target < 35 days

Avg. AP terms 30 - 35 days; Target: 45 - 240 days

Al Vermont
—)‘— Energyinvestment
Corporation



Distributor Value Proposition - HPWHSs

Electric

) Variance
Resistance

Resale from distributor to customer S$458 $1054 $596

Distributor cost (estimate) $376 $850 $474

Gross profit per water heater $82 $204 $122

Gross profit generated from
14,000 units / year $1,148,000  $2,856,000 $1,708,000

HPWH increase distributor

value 150%

Al Vermont
-)‘— Energyinvestment
Corporation



Leverage Supply Chain Approach to Recruit & Train Installers
and understand the Distributor landscape

Manufact /
Ma?\rt‘xfai(t:ul::r;eps / \ / \ ‘
Distributors .‘ ‘ / l \ .”‘

/I\ //1\\ //1\

Installers

Top 4 7% 148 (55%)
Next 5 (9) 9% (16%) 198 (74%)
Next 9 (18) 16% (32%) 228 (85%)

Next 37 (55) 68% (100%) 270 (100%)

Vermont
—)‘— EnergyInvestment

Corporation



SMIT. Sales, Marketing, Inventory & Training

1. Internal / external stakeholder planning meetings

. RFI (Request for information) to suppliers

tory Support
he table bel ou plan to addre:

2
3. Suppliers: Develop & present SMIT plan
4

. SMIT strategy planning sessions

4. Wholesale Marketing Plan

Please use the table below to share your HPWH marketing plan for the wholesale channel.
Please mark with an (x) to indicate that you plan to reach an audience with a given tactic.
Keeping in mind that cooperative marketing funds are limited, please mark with a ($
would like to collaborate with Hot Water Solutions on a given tactic. Feel free to suggest
additional audiences and/or tactics.

Training Prioritization

Sales Training Technical and  Hot Water

and

Training Utility Program
Training

Distributor counter sales associate

—
[ R
[ I
e IR
oe——— |
oo e |
e —
e I

B

—

——

Wholesale Dis
Teams

Trade Installers and Service
Contractors

Midsize contractor companies
Large contractor companies

Other (please define)




Efficiency Vermont
HVAC

Upstream /
Midstream Results




Efficiency Vermont Midstream HVAC
Programs

High Performance Cold Climate Heat
Circulator Pumps Pumps
= Heat Pump Water
Heaters
| =i

VVVVVVV




Consolidated Results from Participating Vermont
Distributors of High-Performance Circulator Pumps

Units Sold

11,000
10,000
9,000
8,000
7,000
6,000
5,000
4,000

3,000

2,000
1,000

> & &\ S S S L S W O & B O U S
\00:» KR & \;G‘ \é"\' & @@ & ‘\6‘ \@o'\’ & @ N & ‘\6‘ \é"\’ KO & \\d‘ \,bo"\ L @

mm) ~very 2.5 Days = TOTAL ANNUAL AVERAGE before Upstream Program!!

Al Vermont
-)7 Energyinvestment
Corporation



Distributor’'s “Before & After” Upstream

HPCP as a % of CP Sales

56.7%

60.0%

50.0%

R

40.0%

30.0%

20.0%

10.0%

0.5%
0.0%

PANE —_—

Al Vermon t
—)‘— EnergyInvestment

Corporation



Midstream vs. Downstream;
Heat Pump Water Heaters

Cumulative Units Sold

7,000

6,000

5,000

4,000

3,000

2,000

1,000 -

2013 2014 2014 2014 2014 2015 2015 2015 2015 2016 2016 2016 2016 2017 2017 2017
October January  April July  October January April July  October January  April July  October January April July

M Downstream

Al Vermont
—)‘— EnergyInvestment

Corporation



Midstream vs. Downstream;
Heat Pump Water Heaters

Cumulative Units Sold

7,000

6,000

5,000

4,000

3,000

2,000

1,000

2013 2014 2014 2014 2014 2015 2015 2015 2015 2016 2016 2016 2016 2017 2017 2017
October January  April July  October January April July  October January  April July  October January April July

B Downstream m Midstream

Al Vermont
—)‘— EnergyInvestment

Corporation



Ye Smith
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Join the movement....
...Go Midstream



Consumer Mail-in Rebates Are Ineffective

=

https://vimeo.com/hotwateru/review/233824008/4882132cf3

Yo Smith


https://vimeo.com/hotwateru/review/233824008/4882132cf3

2017 Instant Rebate Programs

(¥e Smith.

SEE HOW MUCH YOU CAN SAVE!
WITH A 50-GALLON PROLINE® VOLTEX®
HEAT PUMP WATER HEATER

VS. A S0-GALLON CONVENTIONAL ELECTRIC WATER HEATER

2017 Instant Discount Programs -
Heat Pump Water Heaters

Sate | Utility | Incenfive
Arkansas Entergy AR $300 / unit (50G)
California San Diego Gas & Elecinc $350 / unit (50G, 66G and B0G)
Connecticut Energize CT $600 / unit (S0G, 66G and 80G)
Florida Orlando Utiliies Commicsion | $500 / unit (S0G, 866G and B0G)
Idaho NEEA $200 / unit (50G)
$300 / unit (686G and 80G)
Maine Efficiency Maine $600 / unit (50G, 66G and B0G
Montana NEEA $200 / unit (50G)
$300 / unit (66G and 80G)
Ohio First Energy Ohio $250 / unit (50G, 686G and 80G)
Oregon NEEA $200 / unit (50G)
$300 / unit (68G and 80G)
Energy Trust of Oregon $300 / unit (50G, 866G and 80G)
Vermont Efficiency VT $500 / unit (50G, 66G and 80G)
Washington | NEEA $200 / unit (50G)
$300 / unit (685G and 80G)
Puget Sound Energy $800 / unit (50G, 66G and 80G)

Yo Smith



Instant Rebate Lift

A.O. Smith Heat Pump Water Heaters Shipments at Wholesale

Northwest Shipments

Instant rebate implemented
1 /

1111

R " A

. ot
Iy 1
LI B I-I T 17T T 1T

Yo Smith

Northeast Shipments

||'It'ﬂ'|"I'Ti\f'|"i|'"’ [ I”\:T‘IJ | II L1 ” .|-~I‘. | |__—Sinstant Rebate implemented




Program Support

Selling Tools Contractor Incentives

(Y8 Smith.

SEE HOW MUCH YOU CAN SAVE!
WITH A 50-GALLON PROLINE® VOLTEX" HEAT PUMP WATER HEATER
VS. A 50-GALLON CONVENTIONAL ELECTRIC WATER HEATER

Te Smith.

A. 0. Smith ProLine® Voltex® heat pump family of water heaters are up to :
68% more efficient than their conventional electric counterparts. They save an P
average four-person household more than $3,000 over 1 s e

$305

T | WITHATRIP TOR

R I AND 500 OR MORE BONUS POINTS!

s Foravery 2 bwat g codes entered, 500 piets wl b cupesded o

& Mesica!

Z 3400 & s raclmntcarares e

3 Frm i g Sptoster 3,211 o oyt (20,5 Bt
e vt bt cofes et you el receve SO0 s sy
Contacka ewrds accocet. ook for e yolow obel s e fn ces

$200

ko P s e i e s, Y T s o e bk
o e e s v 10 e 0 s o o
- o

ENTERGY SoLUTIONS | ¥e Smith.

A. O. Smith ProLine® Voltex* heat
pump water heaters are up

to 68% more efficient’ than

standard electric water heaters.

Save on Upgrade Costs Now | Save $750 with .

a mail-in rebate from Entergy Mississippi, Inc.

MAIL-IN REBATE

Save on Energy for Years to Come | Save up 2 R Fn,arg;:;%’;fv

to $305 on your Entergy bill each year.




SIMPLE
energy

Midstream at Lowe’s

Instant Rebate in Store - POP Pre-qualification of Utility customer

2 XcelEnergy' 2

Xeel Energy customers: Evaporative Cooling instant rebates are available here.

Get instant cool.

Up to a $300 instant rebate is waiting for
you at the cash register, when you buy
a qualifying evaporative cooler today!

Instant Rebate on Lowes.com Barcode scanned in-store or coupon code

entered online
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ENERGY STAR. The simple choice for energy efficiency.

Q & A Session Today

Members of the TAG are here on the
panel today to answer your
guestions about midstream
programs!

e Contact ENERGY STAR at
midstreamdistributor@enerqgystar.gov if
interested in learning more!

ENERGY STAR

36


mailto:midstreamdistributor@energystar.gov

ENERGY STAR. The simple choice for energy efficiency.
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Speaker Contact Information

- Stacy Glatting, US EPA
glatting.stacy@epa.gov, 202-343-9138
« Jesus Pernia — Eversource Energy

jesus.pernia@eversource.com, 860-665-5331

« Jen Ryan, Winsupply of Shelton, Shelton CT
Iryan@winsupplyinc.com, 203-984-6592

« Howard Merson, Vermont Energy Investment Corporation
hmerson@veic.org, 802-540-7821

- Jake Marin, Efficiency Vermont
[marin@veic.org, 802-540-7700

« Francois Lebrasseur, A. O. Smith
fglebrasseur@hotwater.com, 615-339-3707
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